YOU CAN ALWAYS SELL MORE ...

For Sales Pros...
“You Can Always Sell More...By Strengthening

Your Strategic Selling Skills”
by Jim Pancero

How strong are your strategic selling skills? Strategic selling involves increasing your
competitive advantage by strengthening your ability to communicate your uniqueness,
value and competitive differential to a customer or prospect.

How successful have you been explaining your competitive uniqueness and differentiation
to your potential buyers?

What’s Involved With Strategic Selling?

So what is Strategic selling? Strategic selling involves your ability to communicate your
value and competitive uniqueness to a prospect or customer throughout your entire selling
process.

Strategic selling includes starting off each call with a strong strategic uniqueness or
philosophy statement about you and your company that takes less than two minutes to
present. It also involves you developing a more strategic or “big picture” focus to your
selling messaging, selling language and overall philosophy or approach to a customer’s
business.

The toughest single question asked by customers today is “Why, based on all the
competitive alternatives available to me do | want to buy from you?” How successful have
you been persuasively answering this question from your customers or prospects?

Most sales reps would answer this “Why buy?” question with a presentation detailing their
products or services best “features and advantages.” It’s then up to your buyer to organize
and sort everything you covered so they understand the overall value and impact of doing
business with you. But this also means that your success is completely dependent on your
buyer’s ability to summarize and interpret everything said so they can understand the
overall value of buying from you and your company.

Allow me to share my strategic selling message that | use to begin a sales call. As a sales
and sales management consultant and trainer..my answer to a prospect asking me why
they’d want to buy from me would be.....”l have a very specific niche in the sales and sales
management training environment....| only work with experienced “business to business”
sales professionals who already know how to sell, the managers who led them and the
executives who direct them. Everything | do has one bottom line focus...to increase your
competitive advantage so you can increase your profitability and selling success. | have the
most advanced sales training available in North America today...and | can prove it!”
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So what did you think of my message? Notice how customer focused my message hopefully
appears and how it talks about how | want to help solve a customer’s sales issues instead of
the traditional selling approach of just talking about the features...and customer benefits of
my various products and programs.

Strategic or philosophy selling is not in conflict with “feature-benefit” selling. Both need to
be utilized by you in your persuasive selling. But most sales reps spend all their time on a
call only focusing on explaining their features and advantages...and spending little to no
time positioning their philosophy or approach.

Strategic Selling Is Based On You Being Able To Prove A Difference In Your Value

A foundation of successful strategic selling is an understanding and belief that you’re not in
a price driven market.

Here’s the simple reality of selling...if you’re working as an outside sales rep then you’re
NOT in a price driven market...never have been and never will be...even in a tougher market
or economic slowdown.

It’s not that you’re in a price driven market....it’s that all markets are value driven with
pricing only being a distant second. There’s a real simple concept in strategic selling...”the
more of a differential you can show me in value the more of a differential I’ll be willing to
pay in price.”

Now the reality is price will always be a factor or component in any buyers decision....but
the challenge for buyers is not based on getting the lowest price...the real buying challenge
is being able to find the vendor with the best value offering so that you then don’t mind
paying a higher price. In fact many buyers have told me they and their company can’t
afford to buy the lowest price available due to the usually also lower value being provided.

Strategic Selling Focuses On Your Customers Instead Of On Yourself Or Your Products

An important component of Strategic selling is your ability to focus on your customers and
what they want and need. But too many sales people only sell to one person....themselves!
The sad reality is most reps spend all their selling time only talking about their products
and themselves.

Customers aren’t actually buying your products or services...that has no real value or
benefit to them. What they’re buying...and find profound value in...is what your products or
services will actually do for them.

So how are you answering a customer or prospect asking you why they should buy from you?
The foundation of strategic selling is to not spend the majority of your selling time talking
about yourself, your company or why your stuff is so competitively superior but instead to
focus the majority of your selling message on how your customer’s are going to benefit and
receive greater value buying from you compared to anyone else.
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And make sure you don’t do all the talking in your sales calls. Most experienced sales pro’s
I’ve ridden with do all the talking on their sales calls. Customers might spend as little as
10% of the call actually talking!

What percentage of your sales calls are you talking vs. listening? And what can you do to
make sure you focus your discussions and selling efforts on your customer and what you can
do to address their challenges?

Strategic Selling Involves Selling As A Single Team With One Voice and One Message

A critical key to increasing your strategic success is to sell as a single team with one voice
and one message. Do you and your fellow sales pros work as a team? The reality is...most
sales team’s don’t.

Want to test to see how independent the members of your team really are? Individually ask
several team members how they’d answer a prospect asking them “Why, based on all the
competitive alternatives available to me do | want to buy from you?” If your team is similar
to most you’ll discover that each rep will have their own completely different answers to
this question.

And it’s not just your fellow sales reps we need to worry about. How many different people
from your company will communicate with a prospect or customer before they say yes and
sign an agreement? Most companies have several people talking to their customers
including service and technical people, management, credit and your administrative team.

With all the different players from your company communicating...and hopefully persuading
your customers...it’s critical you have a single, simple and focused uniqueness message
that’s discussed and confirmed by all members of your team.

Decide to meet with your entire sales team to begin defining why someone would want to
buy from you and your company..and then work to train and coach anyone who is
communicating...and persuading your prospects and customers to want to buy from you.

Strategic Selling Incorporates The Four “Core Values” Selling Language Into Every Sales
Call

Strengthening your philosophical or strategic selling language is also based on your
understanding of the core values or driving philosophies of why buyers buy. These terms
are referred to as the core values of buying because they’re the central themes,
philosophies or driving justification of why a buyer likes you over all other alternatives.

Whether you’re buying for your personal consumption or buying for your company....There’s
only four reasons...or core values as to why you’d select a specific vendor from a field of
competitors.

Why’d you choose that vendor? | chose them because...#1 - they did more than anyone else

to lower my risk. Or #2 - | chose them because they did more than anyone else to make my
life or work easier. | chose them because #3 they did more than anyone else to either
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lower my total costs or to increase my profitability...and the fourth and final core value...|
chose them because they did more than anyone else to increase my competitive advantage.

That’s it! Those are the four overall reasons...or core values why all buying decisions are
made. All other buying reasons from customers fit into or will be a sub-set of these four
core drivers of buying behavior.

These core values are such powerful selling terms because they parallel the thinking and
reasoning of your buyers. And...these four core values are just not terms utilized by most
sales people. How exciting is it to have selling language that’s both customer focused and
not being used by your competitors!?

Set a goal next week of finding excuses to drop at least one of these four terms into your
conversation with every customer to see if you notice any difference in your buyer’s
responses or questions.

Check Out My “Just Released” Latest Sales Training Audio Series!
Want even more help improving your strategic selling skills? Check out my just released

new audio training program titled “You Can Always Sell More...By Strengthening Your
Strategic Selling Skills”

This is not beginning or entry level sales training! Specifically developed for the
experienced sales pro, this series has been recorded under my “Audio Sales Accelerator
Series” and involves six ten minute condensed...information-intensive audio messages
meant to re-energize, refocus, retool and redirect you and your team’s strategic selling
skills.

Module one of this series talks about “How To Increase Your Strategic Selling Power”
Module Two covers - “Understanding The Core Values Of Why People Really Buy”

Module Three and Four walks you through “How To Develop Or Strengthen Your Strategic
Message of Uniqueness” and “How To Package And Test Your Strategic Message”

Module Five helps you evaluate your current strategic message by applying “Five Tests To
Help Improve Your Strategic Selling Message of Uniqueness...and How You Deliver It”

And then Module six offers ideas to help you “Maximize Your Strategic Selling Impact”

This product will officially start shipping on May 15%... and will sell for only $49.95 for a
downloadable version or for $59.95...plus shipping...in a traditional CD package.

But you....as a loyal subscriber to my newsletter can reserve your special advanced copy at
a special pre-publication price of only $45.00...plus shipping for a traditional CD package of
this program....a savings of $14.95! Enter the word “strategic” (without quotes) in the
Discount Coupon Box during Checkout to receive your discount. Additional discounts are
also available for volume purchases.
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I’ll also give you a special coupon that’ll allow you to complete a 20 question evaluation of
both your sales...and if you want...your sales leadership skills. By using this special coupon
you can receive two detailed and customized thirty page analysis of your answers as a gift
from me. These customized sales and sales leadership reports normally sell for $97.00
each!...That’s almost $200.00 of detailed skill evaluations....all included in this offer!

You can check out a more detailed write-up on this new product at Pancero.com or by
clicking on http://www.youcanalwayssellmore.com/strategic.html Or you can call us at
800-526-0074 to order your copy today!

Final Comments

So how strong are your Strategic selling skills? And what can you now do to increase
your...and your entire sales team’s ability to sell as a single team with one voice and one
message? And what can you now do to increase your ability to effectively communicate
your uniqueness, to focus more on your customers than on your self and your products, to
stay focused on the “Big Picture” philosophy of why your buyers want to buy from you...and
to incorporate the four “Core values” selling language into every sales call you make.

We know you’re good...now the question is....are you good enough...and committed enough
to increase your strategic selling skills and to communicate a simple, brief and effective
strategic message of competitive uniqueness on every call....so you can accelerate your
competitive advantage and selling success?

Jim Pancero
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